ID ARTICLE INDEX—JANUARY TO JUNE, 1986 


Special Reports 


PORTABLE POWER TOOLS '- AND 
ACCESSORIES SHOWCASE 

ID’s Diamond Jubilee—The Years of 
Discovery:1911-1926 

MATERIAL HANDLING EQUIPMENT 
SHOWCASE 

ID’s Diamond Jubilee—The Turbulent Years: 
1936-1961 


Ideas for Management 


Distribution 1986: New priorities; new 
opportunities 

Hotline/Products in short supply encouraging 
‘world sourcing’ 

Focus on Services: Financial resources 

Forging The Link: The suppliers’ view 

Hotline/American manufacturers posied for new 
growth in 1986 

Focus on Services: Auto/truck leasing 

ID Article Index—July to December 1985 

Team effort depends on communication with 
players 

Hotline/distributors wage war against business 


Focus on Services: Delivery services 

Acase for domestic supply 

Cost reduction handbook 

Hotline/Distributors-suppliers see gains in 
declining value of U.S. dollar 

Hotline/Distributors prod legislators on high 
insurance costs 

1986? 2000? The future is now 

Distribution and the realities of change 

Just-in-Time: the corporate view 

Rate your supplier 

Focus on Services: Insurance 

NIDA/SIDA distributor productivity report 
preview 

Commentary introduction 

Planning: One step at a time 

Hotline/Suppliers revitalize distributor 


Sales and Marketing 


Strictly for salesmen . . . Fear of phoning 

Abrasives Product Showcase Review 

Marketing/operations ideas 

Strictly for salesmen... Cutting through the 
polish 

Marketing/operations ideas 

Strictly for salesmen... Seiling what 


Manufacturers’ ... When customers talk, 
ID/JULY, 1986 


agents listen 
Capsule sales concept/Effective feedback 
Marketing/operations ideas 
Strictly for salesmen... Why didn’t | think of 


WT ee SERN. ah sale ca Wi arwera wales 


Marketing/operations ideas 

Engineered products: Selling vs. marketing 

Telemarketing needs EDP 

Strictly for salesmen . . . Story selling 

Corporate marketing: High road to success 

Systems contracts 

Marketing/operations ideas 

Strictly for salesmen .. . Smoothing credit 
wrinkles 


Companies 


At Kawie Supply, it isn’t business as usual 
Texas Mill Supply: the best little warehouse in 


Computers/Telecommunications 


Computer Update 
Computer Update 
Computer Update 
Computer/Telecommunications Update 
Computer/Telecommunications Update 
Computer/Telecommunications Update 


Associations 


SIDA’s 84th Annual convention 
NAHAD: An association whose time has 


The Triple: Mixing business with politics 

SIDA’ 84th Convention . . . The mood for 
change is optimistic in the South 

NAW 1986 . . . The issues were cosmic 

PTDA’s 26th Convention . . . High-tech: the 
realities, the commitments 

NIBA Annual meeting . . . Keep business 


NFDA Fall review... Reforging the 
partnership 


Financial 


ID Quarterly inflation index 
Taxing fringes in’86: personal use of company 


Product liability 


Athearn a pronise? 2.6... nccccceecce. 


ID Quarterly inflation index 


.... Apr79 


May 181 
May 191 


May 145 


May 155 
May 213 


.. May 219 





10 ARTICLE INDEX 


Special Reports 


40th ANNUAL SURVEY OF DISTRIBUTOR 
OPERATIONS 

ID’s Diamond Jubilee—Years of Innovation: 
1961-1986 


BELT, HOSE & ACCESSORIES SHOWCASE .... 


ID's Diamond Jubilee—The Future Years: 


COMPUTER/TELECOMMUNICATION UPDATE ’86 Nov C1 


Ideas for Management 


Hotline/Distributors unduly concerned over rash 
of leveraged buyouts 

Focus on Services: Telecommunications 

Hotline/Performance data show specialists 
have edge over general liners 

The changing face of purchasing 

Hotline/Distributors are torn between investing 
in inventory and waiting 

Hotline/Distributors stung by increasing number 
of customer bankruptcies 

Hotlins/Value added, the key to distributor 


Product Liability: Know your options ............ 


Focus on Services: Office machines 

Charitable Contributions: Tax deductible 
contributions of unsalable merchandies 

Selling your company 

From the publisher’s desk 


Sales and Marketing 


Strictly for salesmen...Tactics for tactics 

Strictly for salesmen...Keeping score 

Showcase Review: Maintenance equipment 
and supplies 

Strictly for salesmen...Trading bad habits for 
good habits 

Strictly for salesmen...Making trade shows pay 
off for you 


Nov 110 


Showcase Review: The specialty tool and 
fastener market 

Strictly for salesmen... ABCs of reading 

Capsule Sales Concept: Educate the account, 
rather than sell 

Strictly for salesmen...Modern day prospecting 
for new customers 


Companies 


Ohmori Co., Ltd....Japan’s three-tiered 

distribution system 
Industrial Hardware & Supplies...Market down? 

Double your commitment 
Duncan-Edward Co...A formula for a successful 

industrial distribution business 
Distributors of the century 
GCameron& Barkley'Go. .........00scsees sees canes Dec 30 
Bearings &: DIIVESING.. «2... .6.cc cece desea sine e's Dec 40 
industrial SUPDIV GO. oo. oscec ieee cc eacwveneeeees Dec 50 
Serivce Supply Co 


Computers/Telecommunications 


Computer/Telecommunications Update 
Computer/Telecommunications Update ............ Aug 63 
Computer/Telecommunications Update 
Computer/Telecommunications Update 
Computer/Telecommunications Update 86 
Computer/Telecommunications Update 


Associations 


The 1986 Triple: “Let’s work together” 
STAFDA: Filling a niche 


Financial 


ID’s Quarterly inflation index 


ID/February, 1987 
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